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1經銷商與產品供應商知識場導向與
行為配合度之研究—參考群體觀點
Effects of Distributor’s Ma ket O ientation on

















have been proved to have positive
effects on business’s
profitability 、  employee’s
attitudes、 and salesperson self-
identification. Based on the
concept of market-orientation ，
this research develops empirical
approach to evaluate the effects of
orientation on coordination of
suppliers.The empirical test
results suggest that distributor's
market orientation has a direct
effect on its trust and perception
of cooperative norms and commitment
with suppliers.
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